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The Entrépre'neﬁrship Training Coinponents are-based on
information from'many sources. Special acknowledgement
is due the Small Business Management and Ownership
materials designed and tested by CRC Education and
Human Development, Inc. for ‘theuU.S. Office.of' Educa=
tion's Bureau of Occupational and Adult Education.
Special thanks are owed the entrepreneurs who shared their
. experiences during: the preparation of this module.
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_ . : INTRODUCTION i
+ - » = !
;. . "How are you going to use your job skills after you finfsh——
‘ : 'school? . ‘ B
.‘ - ’ » b -~ | ' ‘ * —
o , Have you ‘ever thought about starting your own pest contro.‘r
; - service? = ° ‘ .
. _ / . ) . v
This module describeg people who have started and managed ‘.
pest control services. It gives you an idea of what they
do and some of the 2¥ecial skills they need
: " " You will read’ about ’ . :
- - planning a pest control service
’ . choosing a, location ' ) L.
. getting money to start © o ~, )
' being in charge ¢ . . ‘ .. '
- . organizing the work & Co
. -~ ' setting prices - )
‘ o : ‘advertising and selling i -
. g -keeping financiadl.records - ’ ‘
) keeping your pest cbntrol service successful N
R A *  You will also have a chance to practice some of the things’ :

ST that pest conttol service owners do- .

- T Iw

‘ Y, o
: Then you will have a better idea of whether cdreer as a
. pest c¢ontrol service owner 1s for you.~ .

2 . +
N .

IS

,'Before ‘you study this moduley; ;’ou may want to read Module 1,

) Getting Down to Business: What's It All About? .
4'. ) L | ' » ) . . . t. «
When you finish t fLs module, you might want to read .
. : Modul.e 27, Getting Down to Business: Guard Service; .
-~ - [ - Module 29, Gétting Down to.Business: Energy . !
e _o - . §’peéialist Servi'ce. : - : o
s / These modules are- related to. othex. businesses in the ‘tech- :
nical area, ) ' . “ .
. . ) ¥ N ' . 0 ’ & ‘ .o
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.Planning a Pest Control Service
7. ‘ ‘*\\ . - P
' . = . . - .
Goal: To help you~plan your pest control service:
* . v . -
-, ' Objective. 1: Descfgibe the services, customers, and

competition of a pest control service.

Objective-2: L;gt'tbree personal qualities a pest

< control servige owner might have.

N . - A .

6bjectqu 3;\‘Lfsc.twd ways to help your pest.

control seryice “stand out” from its competiti¥n.

Objective #; List two special legal requirements
_:ﬁorgrunnﬁng~a pest control service.
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L ’ ERIC HOLMS PLANS A PEST CONTROL SERVICE

’ : b
- . . ' . « s \ .
o ‘ - it -

., .
™ L Al -

~ " Eric Holms wants to start a. pest control sérvice. He
‘ studied business management and plant science in hi%h
. ¢ school.- When he was 18, he decided to get a job rather
- - - . than go to college. Carlos*Mejia, a friend of Eric's -
' ; father,, needed hard workers for his pest control service.
) Carlos offered Eric a- job. .
Eric has now worked for Carlos for two years. Eric
« 71ikes the work and the customers. He asks Carlos many
» . qugstions about running the service. He's learned a idot.
P - He got so interested, he decided to take some junior col-
lege night courses'related to the business. He studied
: -, about .insects and piants, plus more “business management.
) "Now he feels ready to start his own service.: -
/ . . 1

' .' i
,

.

Eric decides to specialize in outdogf pest control, .,

because that's what he knows best. His. service will iden-

tify and get rid of insects that attack trees, shrubs; and

plants. His axea has good weathér all year. So many

, people have gardens and lots of trees. Someday he may

. decide to expand his service to incIude indoor pest con-
trol, cdo.v .. :

licensing agency. He also needs a pest control«license
from the state Agricultural Gommission, To get that, he .
takes and passes a written and oral exam about pest control.

; , . , i
k , Eric doesn't want to compete with his friend Carlos.
s He plans to start Mis service in hn area with many, new
s 27 . homes. He tells Carlos, 'There won't be too much™compe—

tition there yet. I want. to buiﬂd a reputation. for quick,
high quality service. If I build a gdgd reputa;ZOn,_my
custom;;g,will tell their friend$ aboutlmy servite. That

Eris gets: a bwsiness operator's license from his state -

-

. will g me "an edge over any competitiom.” -
” ' xl' h) .
A . A
_ ‘ - - P ”~ ~
o . . “ }
. . \ i .
. . . . - \ ‘i,, . . . ‘ -
: v . . ‘ i \ 2.5 “.
! “*\ b “
. \ Y - ,
s
~, ! 5 .é - s
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. together in a small ‘bufness. L .

" and healthy.

. y . *- ~ (.I’
Planning a Pest Céntrol Serviee T . e
} . - . . . - ' ' ] ' ' R * L . ‘; . s
There are many, many small businesses in Améerica. Small businesses ] .t
can have as few as one worker (the owﬁaib as many as four Workers. 'A. ) '
small business owner, is 'éelfzemplojeaol Often a whole family wprké“. :

°

. : H ' ) : .

There are ‘four main things that help Eric plan his pest control ser-

vice. (1) He' decides what, his gervices, customers, and compgtition will

be. (2) His personal qualities will help him run his service. (3) He
plans to build-a reputation to help him compete well. (4) He meets the

legal requireidentg for running his service. Read on to learn more about

I 4N ) ‘

these things. e - -—*’\
’ hd R - ¢ s L] .

] . 4
v . - )

Services, Customeks, and Competition
. L P ’

L4 1
An® important planning step is to decide what services you will offer

.

who ‘'your customérs will be, and what yodr cogpetition“offers. -

e,
-— . A

Services. You can offer indoor or outdoor pest control, or both.

With indoor pest contrel, you are getring “rid of pests such as termites

and ants. These pests dause problems inside. With outdoor pest Control ] s

.you are getting rid of pests that can ruin people's plants and trees.

.. . . . l
N
» / >

Customers. With indoor pest control, your main customers will be

people who are bothered by pests,in their homeés. For example, in some

These customer need your service to keep their trees and plants alive

, el - -

~

\



Comgetition. There ista lot of competition in the pest control

business. You can look up your ‘competition in the Yellow Pages of your

phone book. “To learn more, call and ask about their services and prices.
£y p . N

~ - .

L}
P

Pergonal Qualities: ) ) :

e
N . .

Eric has sevéral persoudal qualities that will help him run his '

service. . \\~ ) . . .

.

« N

¢ v ~

Knowle&ge. He has taken courses related toepést control:and business'

management.

s 'Exgeriencei He has worked for a' pest control service. Besides

learning how to .do the work“he has asked questions to learn how to run

the business.® : e, * ‘

N -
e.

& 3 A . . . .
Attitude., Eric has a very positive attitude dbout’ running.a pest

control service. Heelikes the work and the customers. He vas so in

[

a reputation for high quality service. : . .
‘ { * . . \ ‘ “’3'

0
A

- we

Knowledge of pest control and of business management, work experil

ence, and a p0sitive attitude will help you' run your service.H .

%

A ' .,

(%

"How to Compete Well .
- ~ L ‘

~

There are three waysg you can help your pest control service Lstandq

out” from its competition. . o, ¢ w5
. R : .o

New services. Offer new servicés your competitors do not broviaef
For example, your competitors may oﬂfer indoor pest control. Ther you

will stand out if you offer outdoor pest control. .

,»
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starting;your service. You will need siness operator &

. . x - . W
Special Services. . Offer special services in ﬁyd

-~

services. For example, you could offer a 'special *

make sure customers' plantE are healthy even if there :

.

T

A ‘P
Ay .

’

Legal, Requirements

"

a8

Contact, your state licamsing agenc
Ot

\ ) . /.‘Hé. "’, F Y L . .
You will also—need to fhsure your staff and equipment.

reliable insdrante broker about your insurande neéds.

about damage to people or property

4 ! v , to-.

. . . o . : ¥
You will also want to know exactly what kinds of sprays hnZ;;S

‘pest control methods are legal for you,to use. Many pest cont

vices now use sprays and methods that are harmful. only@to the pestSa
Also, relrj:is ‘pest “contxol services stop spraying whgn the temperat {

or wind get above a certain level.

It takes .a lot of- careful planning to get any business off to- goed-

' 6tart. You now know some things-to thiﬁk about when you plan your pest

control service.
<&
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Individual Activities -

v

FN . . . .‘ “ K",;“"
-'l, Pretend that your service will offer indoor and outdoor pest conptrol.

Look up "Pest Control" in‘the Yellow Pages of ybug.phéne book.: Decide -

‘which businesses listed there would be competition for you; Call, one, -
of more and ask what services they provide. L

;
v

° A -

2. Below are personal qualities that will help you run your pest -control .

service. For each one, decide if you have f{t now, want more, of .

v

both. Put checks in the columns to shqw'what you decide. PR

»
< P

.\) -~ -
Have it now Want more

Knowledge of pest control a. a.

Knowledge of business

[y .

management b.
Work expev{ince‘in pest -

o

‘control )
‘Work™ekperience in
business manageﬁégt
Positive attitude about

pest control service

[

3. What is a "gpecial” pest‘control‘service»thgg:pgople in your area
might like (for example,’;'§éaply'sifé;:physical exam")? Write down
what the special service would be and why you think: people would like
it. , . -

. I
. ~

.
Lot A

- - - A . . L SR '
w2t 5 4o Call. your state licensing agency., 'Ask what the legal requirements

- are for running a pest control service.

.
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o thinkzof more. ..
* »

]

s« Make a list of the requirements-qéésk questions about,ahy$yoo do not

* unaerstand. ’ z - . o .
R & “ ',':.t ‘ ; i

5. . Call one or: Eore community colleges in‘your area. Ask if they have

LN

"‘- - -

’ cour!es related to pest control. Find out what i& covered in the

- ~ -
’

cogrses. | . . ’ ' .

) Jbe v . : o .,

v, .- - N . . .
. - PN L1 . N ¥ -

. , ! S
Disgcussion Questions : PR .

v ‘ N s

1. What cusfomer\needs dbes-a pest control service ﬁtet? Do you think

. those needs exist in your area? Why; or why not’

. A . ~ . ’ ~ . A

. - e." . &f' ’

2. Why does Eric decide to sgecialiae'in outdoor pest controlf Do yoh )

, agree with his de¢isiofl?,. Why, or why not?

.

‘ - ’, 4 2 ‘ o ‘ N ‘ § *

- b

.

3. Do fou think Eric is’making a good start at planning his agrvice?
Why; or why not 1% ' S

- . .
.

Al L) ~

» : ) . R .

N - R . . s

Group Activity S O . o L

- ‘ « . * 4

List.questions to ask pest controi\service owners about how they :°

planned their s%;vices. .For example: "Why did you decide to start a
pest captrol service? What did you do to plah it? What services do you
offer? 'What customers do you serve? What is your competition like?”

ThOse are just a few questions to get you started. You can probably

L3

v

e M

Invite pest control service owners to visit your-class. Ask them

your guestions.” Or interview owners outside of tlass. Differet stu-

. dents should interview different owners. Then take turns reporting to

\the class on what you learn in.the’ interwews. Do the owners Aall have

' the same ansWers to the questions? If not, how are: the ansWers differ—

ent? Why do you think the -answers dre different?




Goal:

Chobsing a Location';

) .

i A ' :
To help you choose a location for your pest control
servide. ‘ ;

.

.
-

' Objective 1: List three things to tﬂink about in

deciding-where to locate your pest control
L P

service. - .

Objective 2: Pick‘the best”lﬁéhtién for a pest
, control service from three choices. ‘
z , (




for all his equipment.

~

% ERIC PICKS A LOCATION =~ . * -

)
¢ .

Eric decides he 1is| ready to pick the location for his
service. He has already decidedvto locate in an area- with
many new homes. The new hompowners are planting young
tregs, grass, and gardens. They want to be sure their.
trees and plants grow well. .- o R

"1 know the general area I want,"” Eric says to himself. .
“But which location in that area is best?” . P

Eric visits three possible locations. The first is.
near a freeway. From.fhere it would be easy to go quickly
from one end of tawn to the other. There's enough space

Hé can afford the rent, too.
5 N . A

-.The second location is on the outskirts of the area '
where Eric's customers live., It would take a long time to

drive to same of his customers' ‘omes from there. - -

»

The third place £ric visits is near a new shopping . .-

center. Many people would see his service on their -way to
and from shopping. But the rent is twice as much as Eric
can afford to pay. . . v :

Eric decides to locate his service at the girst loca—

tion, near the freeway. .

F - . . .~ s

X Y




. s " \ (
* - hOOSing;a Location .
. . . \\ .
® n Y ‘ T
T . There‘are several things to think about when“§ou\choose~a location

. for your service. - Eric may have made a list of questions he was#askingﬁ

"+ 7 . himself about each place. His list might have inciuded these questions.
" -e Are there enough customers nearby? >
) _What is the area like? ’ . -

¢ Is there enough space to run my business?

.o Is the building\in good condition?

"

.® Can I afford the rent?

Read on t® learn more about each question. * . o '

.
N .

Do e | S .
.. Customers Nearby o k ' L .-

/-.' 2 - . . . . -

)/ ) . , - . ) k

.. <+ - Eric decides against the location on the outskirts of the area where-

o ' "his'customers live. He'wants to’ be able to get to their homes quickly. ‘.,

From the first location\Pear the freeway, he can get to, many ‘hokes

<

, quickly- . . ,
rz kY * i " .

o . -
- hd - N

Like Eric, &ou will want to_locate your service near your customers.

Customers botlered 'by pests will want quick action from you.

o

Area. . ’ ~ <
‘Eric knows the general area he warits. xWhen“you pick an area, think
B, ‘of how .it fits your “business image. For exampley a run-down part of

town may not be good for your image. You don't want customers to thiiik

your 'service is run—-down! _ -
R .

o ' 14

Lt
AN

Sar



i ‘ : Find out about, other businesses in the area,; *If many new businesses

have closed it may not be a good area- for you:- It’s true thaf many . . C

~ g

* businesses fail. But you wfll want to start ypurs where others are doing .. <

L well. ' ) S :5-,4 : . :
< . N : ) ’ ' S : N . )

L

: , e L >
s e . ~ T S .
A ¢ Space ) [ A N : ~
\ ’ o - R T
. . . s . . *‘-ii?%ﬁﬁ;hzﬁli
-t Decide how many square feet of space you'need. You will probably CeTis

~ want a reception area and a private office’ You will need’a garage or -

other storage area- large enough to hold all youp equipment. T ‘ €’

.

LRV

. o . Building ‘ o » e

i ~ - -

-

A ) *Choose a building that 1is in good condition. You want your~service /

' to Jook professional. Also, you don't want to have to worry about prob-
‘ -lems such as plumb;ng and electricity. The building does not have to be . . W x

brand new.to be.in good, condition. - - I ' :
N o, N

R
ce \ v
2

. 0 * . - : - . -
. ” . R L} Q : : ~

If you locate in a middle- to upper~class area ‘your rent probably v e e

-

- - won't be cheap. Check several offices in tﬂe area to see what the aver~

.« age.rent is. Then decide if you can«afford it. Keep in mind- that you

v @

‘'won't need expensive office decorations. Few customers will vigit there.

-

aa N - B s . N

v v

N

.o Is it near my customers? ——
e Will the area help my business-"image??“

e Is there enough space? ' "




. . .
' bt ‘

~ .

. ¢ Is the .building in good condition? | B

‘¢ Can I pay the rent? " . .

. ‘ »

If you answer “yes" to all those questions, it is probably a good

~“location. . oo .

[y N ' ; .

3
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‘Individual Activities /
—— = . f
. ' 1. Get a map of your area from the Chamber of Commerce or cfi} planning ~ s
-7 . : ¢
N “department. Pick a location that you think is near potential pest , 2 )
sontrol customers- Visit the location. “Figure out” how large an area e e
. - you would serve if you wamted at least 200 customers at first. Keep ,

-,

. e
in mind that you probably won't get every home as a customer.
3 ) e

2. Look up newspaper ads forqcommercial/industrial and storage‘sﬁace‘to

rent. Pick one or more in locations near potential customers.' Find

out the numbér of square £ t and the rent. Decide.if the space and . /
‘ " rént are right for someone starting a pest control service. IV? you
) / - PR
- can;- visit the locations to see exactly what they are like. , '

~ —_
. ~ - n I8
- >

3. Choose a. lécation in your area that you think is good* for a pest

S control service. Visit the location. Write down a description of - . .

- - it. For example, descnibe the homes~and businesses there. Or draw a

f‘ .. Qicture of the area. Report to the clase about the location you .

. ~ - pick. Describe At and say why you. think it-is a gOOd Iocation for a - ; 'h.

LI ’ ° . . - l ' '

] STy pest controL service. .

’ - . . o o . : ‘ .

1-) - 4, Look up the addresses gﬁ pest control services in the Yellow Pages. "
) Visiﬁ.oneibr'more. Decide if you think they are in good locations. ’

.oy I . . -
* o

5. Call/one or more peet control service owners. Ask them why they
Ask them 1f they are satisfied with L

.




.Discussion Questioés

3

v,
\

-
L4 .
. M e -
.= ‘ H

1. Do,you think Eric picked a ‘good location for his service? Why, or

. why not? : ; .

’

. .
< \ .- . . . ’

-
s

’Pretend the shopping ‘center location Eric looked*at~had very’low
rent. Would that be a good location for ‘his service? Why, or why

not? W S o s

?

N - k4 F]

. »

Do you-think’ that your service locationtcan help make a good impres;

sion on.custo;ers? Why, or why not? 'What things about the ldcatjon .

. woild fiake' a good impregsion? A bad impression? ___

v - H

' - - ¢ . B

Group “Activity ' . . ’ C "o o -

» - . *

“did. Ask questions such as these. . Lo .o )

Invite one or more pest control service:nwners to visit your clasa.
When you invite them, ‘ask where their serVices are located. Write down .
what the area is like, the building conditiony and other things that .

describe .the locatign. QF_draw a picture of the area.. Report on the
Tocations to the class before the owndrs visit. )

+
.

When the ‘owners visit, ask them why they picked the locations they
- ’. o -

.
-

'Y Are your customers weamby? -If- not, how far away are they? -
e How much space do‘you have in your office? How is it divided
' up? How much spgce does your pest control equipment take up?
e . Is rent a big part of your monthly .expenses?_ )
"o+ How often do customers visit the office? Can you - tell what they

think of the location? L ST ; d
Yaur class can probably think of many,more questions to ask.
) . u? ' : * - ?,

.
. . T
v

After thé owners leaye your class, decide which locations your class
thinks are good ones, and why... ﬁo R

. \ i ' r

. N t\ r ] y .
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Getting Money to Start .
e ‘. i ¢ N ‘- ‘
Teoug w . » T # e -
Goal: To help you plan how to borrow money to start your Vel
pest control service¢ W - . .
< | ¢ 4 ~
3 ° °
Objective 1: Write a business.description of your
J pest control service. .
Objective 2: _ Fill out a form showing how much ,
» " ’
. money yau nee o borrow ‘to start your service. 1 .
€ \ . v (‘: < \ -
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. . -
S ERIC APPEIES FOR A LOAN
) - >
®- .

. Eric decides to figure out if he has enough money_ to
start his pest control service. He adds up everything he
needs to pay for to start it. The total comes tor $30,200.
+ Eric has $10,000 in his savings account.
lend him $12,000. So he needs $8,200 more.
apply for a loan ¥rom his bank.

He decides to

The bank loan officer tells Eric.he must provide two
-kinds of infprmation. One is personal information about
Erie's education, work experience, and finances. For that,

"~ finances.

~

The second-kind of information the bank needs is about
Eric's business plans. Eric must write a business descrip-
tion of his plans for.his service. He must also fill out‘a
statement of financial need. That must show his start-up
costs, how much money he has now, and how much pore Hhe
needs. ..

kﬁ?ic knows he must "sell™‘the bank on his plans. He
spends a lot of time carefully preparing -the papers the
bank requires.

-l "y M A -
DY ) o . ks X

His parents will .

‘Eric updates his resume and fills out a bank form wbout his.

[} ) ) \
f g
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Getting Money to Start
~

When Eric applies for a loan, the bank wants information about him
' and about his business plans. If you apply for a loan, the bank wili'

~

»

-need information about you and your business plans.

keep, a 1list of your education, work, and'finances.

provide the 1nformatigp about you. . :

-

You can.start now to

That will help you

°>

.
*

For his business plans, Eric 8 bank néeds his business description

and statement of financial need.

those two things.

Business ﬁescriptioﬁ

g

Eric
he will

,careful, comple}e plans.

..

!

P
’

It must be organized and clear.
mk on his idea! '

Read on tq Iearn how Eric prepares

?

it. His business descriptibn must show that he has made

Remember, pe

-

f,

Eric s bank requires five kinds ?f 1nformation in the business‘
description. ) . ’ .

. =
® 'Kind of business. Exactly what kind of business is it?
e Location. Where will it be ‘located, and.why?
e _ .Competition. ‘What is the competition like? ) .-
% ¢ Customers. Who are potential customers?
' * ¢ Plans for success. How does Eric plan to make his service "stand .
¢ duel'? "
Read an to see how Eric's business description covers the five kinds: of
1nformation. g '
" 35@ o g .
[} . * 94 . h
. . 22 ' : pEON Tw .
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- . . . @
Kind of business. Eric writes "I plan to start an outdoor pest-

cont?ol service. I will be the sole owner. ‘I will hire a full time

secretary plus two full<time spray rig operators. . KN

-
.

“

-y ~

Locagion. Eric writes: "I will locate my serviée'in a new housing

deve lopment ., The location is near a freeway, which gives me quick access

. to my potential customers. I can rent office spack and storage space for

-

my eqqument." ‘ : _ “

. each homeowner in the new housing development-' I have already talked

b

~

Competition. Eric writes: "Right now there is no competition in mw\\
—————————— -

» - ' &
location.- I plan to offer high-quality service so that I will%tand out

from any compatition.”™ * .-

.

- . ~
3 ¥ ° ; .
Customers. Eric writes: "I plan to attract customers-in the '

ho&;ing development- Many of these homeowners will have young tr es’ and

a other plants they want protected from pests.
/ .

/
Plans for success. :. Eric-writes: "I plan to build,enreputation for -

quick, ‘excellent service. I already have knowledge and work experienoe )

in pest eontrol. I will hire the best staff I can. I plan to talk with

with 50 who said they would use my setvice.”

-

-

., You can see that Eric's business description gives the information
the.hadk requires. Read on to learn about Eric's statement of financial
need. v ' '

-

RN
.

Statement of Financial Need

¢ . . N

[

4

Erio s statement of financial .need must sh&w his start*up costs, how
smuch money he has now, and how much more he needs. The way Eric.s

|
completed.statement.looks is shown'on the next page.
—~ N - =
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. . STATEMENT OF FINANCIAL NEED
Starting Expenses Money on Hand
Salaries (first month) $ OOd//§\éash on Hand " $10,000°
Rept (first & last mo.) 2,000  Investment by Others 12,000
- Equipment & Furniture 20,000 ( TOTAL. ~4%  $22,000 .
so < A b
- Supplies 800

-

&ﬁvertising 1{102 ’
Other ) ) 80

s

TOTAL ~t3b,200

TOTAL STARTING EXPENSES“$3O 200 .

TOTAL MONEY ON ‘HAND ) $22,000
o

TOTAL LOAN MONEY NEEDED $ 8,200
~ .
You can see that Eric s .starting expenses add up to *$30,200. He has‘*
/ .

(&3
4

" $10,000 in his savings account. That s his “Cash on Hand." His parents
will invest $§£ , 000 1n his servide. So. he. needs $8,200 in loan money .

from the bank. ’ . . .
\] —r

’ . * - e )
Eric 8 biggest starting expense is buying a spray rig Tn ‘his area a
rig costs $20 000 tedéy. But if he maintains it well, it-ghould last for -

yeats. ' \~

Meeting with the Loan Officer o

s
Ye

After Eric:dompletes all the paperwork, he submits it to the bank
loan officei: PAfter‘the,hank studies the application, the loan officer

—_—

calls Eric for a meeting.’

D \
B » w~ -
. o R

JThe loan offiagr'nakes suggestions about Eric's plans. Eric listens™

and decides the sugg;stions are good:ones. He also angwers questions
about how he will run his service. = . . )

. ’ B . - . -‘ \f) ' ) -
) A: Pl d i . o
At the end of the fieeting the loan officer smiles and- says, "Congrqtu-

lations, Eric! Your loan {s approved. All the paperwork you gaye me




’‘

about your plans was ofgahized and clear. You did four other things that
"made me think you will run your service well. First, you listened to my '

advide when I made suggestions about your service. That makes me think
~you will‘also.listen to accountants or lawyefs“lf you need their advice.-

Second you were ready to answer questions about your service.. That makes

R, think you will be able to think about and solve problems. Third, you

are willing to invest your own money. That tells me you have confidence

-~

in the success of you} service. Fourth, you are willing to put a lot of
+your energy into your service. You kéow it takes a lot o{ time and hard

work to sta;g’afbusiness and keep it running. Good luck, Eric!"
e a*’"‘l'" e

The four things the loan officer describes can help convince a bank
" you.are a good businegs risk.q e A

) -
W
’ . M7 e

Y

Summary , ’ Coe
Té apply- for a business, loan, you need to provide fnformation about
yourself and your bﬁsiness plans. You nOW'knoy the kinds of information
to include in your business description and starement of financial need.
You also know some other things that help convince people you are a good

business risk.:' . -

Aot 2 RO
N

LY
o

23




\ Learning Activities . ’ . e
- . r-2 ‘
. . . . ) -

Individual Activities ' oo
. -/ * . ) - . )

- 1. ?retend that the statement of finang;ai need shown below is for your

s pest control service, Fill in the blanks. °Hou much loan money do . S
- you need? . o . C .
/ : ‘ ¢ ‘ ’ [] .l 6 '
8 . ‘ X . ° * ’} ‘ o : . .

STATEMENT, OF FINANCIAL NEED- - ' .

o Starting Expenses . oo Money on Hané .o ) ‘
. . Salaries (first month) $_6,000 Cash on Hand $15,000 A
@ Rent (first & last mo.) 2,500 , In¥estment by Others 8,000 o
-.Equioment:& Purniture 25, 000 TOTAL " $23,000 , .
Supplies ) 900 ~ o , .
( o Y B

4 ‘e 3

Advertising .
Other (licenses and )
insurance) . 700 . A L S :
TOTAL | $ 36,100 - 3 U
“TOTAL STARTING EXPENSES $ - ‘ .
s TOTAL MONEY ON HAND § o : '
TOTAL LOAN MONEY NEEDED § ~ © S S

v ~ - ‘ “ s - i -

B
-

has

r .
—

SPGB % AT by
s :”"4" TR
3

2. Call  6ne’or @ore peet'control services listed in your Yellow Pages. )
Ask where they bought their spray tige and how much theyfcost: Find
out if there are other places to buy. them. Cadl the sellers and ask ‘
what the prices are now. If there is more than one seller, decide .

+which one-gives the best deal. ) . » 0 >

3. Call one or more pest control services and. ask what their monthly '
supply costs, are. Find out ‘exactly what they include in their: supply o . -

' costs. Ask 4f those, costs wduld be the same for gomeone starting a gy : .
service. Report to the class what you leatn. . o I A
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Write aﬁbusiness description about the kind of pest control service
you might start. You'may have to nakg°up some information, such as
the agpress. Try to make your business.description organized and
clear. Include information about these five things. (1) kind of
business; (2) location, (3)~competition, (4) customers; and (5) plans

for success. . . -

-

2.

» - ra ’
- Discussion Questions ~ )

Do you think Eric'szusiness description is organized and clear? -

-

Why, or why not?' Does it describe‘what hisubusiness'will be and. how
he wiil run it? ’ LT ’

3

[N

o

’
o

Can you think of any start—up costs Eric forgot to include in his

’

statement -of financial need? -If so, what?

JIf you gere the lodn officer-at Eric's bank, would‘you give him the’

loan?. Why, or why not? . .
Ty ¢ . . . >
N N s aty
¥ N d ' R 4 ’ 7 /
? . Group Activity . T o AR
‘ . = U .

Invite one or loan officers to visii»your class. If possible,
from.diffhrent places.. For‘exaﬁple, banﬁs,acredit unions,

Small Business Administratiqn akl giVe 'loans. Ask yhat they

require when people apply for a business lodn. Do g@ey-all have the same

. requirements? If so, what are they? If they have different’ require—‘"
ments, how and why are they different? ’Du they all require a éusiness
description'éng~a statement of financial need?  Ask questions abouﬁaany

reéquiretents you don't, understand. .

b .
' !
7 g N 8
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Being in Charge

°
«

i Goal: To help.you plan to hire and train gmployees and |

¢

.Objective 1:

) U divide the work of your pest control service.

.
°

Decide how to divide the work of your

: pest control service among several employees.

Objective 2: Pick the best person for a specific
job in your pest control service.

»  Objective 3: Describe one kind:of training you
might give your employees. '

- ’
RS
-
-~ o
¢
.
Do
- h '
<
[
- -
- t
- . -«
v
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ERIC HIRES HIS STAFF e
9 m ' : g
' After.Eric gets his bank loan, he decides to hire the
-staff he needs. He decides he needs.a secretary to help .

him answer the phones.
with recordkeeping.
a person to operate the spray r(g. L .

The secretary can also help him

!‘,lv .

Eric runs two ads in the newdpaper. One says: "Looking
for organized person with secretarial/phone answering/book~
keeping skille to help run a small office." The other says:
"Wanted for my pest control service--hardworking, physically
strong people with no allergies. Must like outdoot work.
Pest controlqygxperience a plus." Eric lives in an area
where many ®Wple are looking for work
calls in response to each ad.

, ;A
Two of tHe people Eric interviews are Stan and Hope.
Stan wants tHe secretarial job. He .did part-time secre-

. tarial work to, put himself through junior college, where he
studied bookkeeping.' Stan has excellent recommendations
from the companies where he worked. They all say that he
is organized and deals well with people on the phone.. '

, -
Hope responds to Eric's second ad. She 3ust\graduated
from junior college, where she ‘took mostly P.E. and science
courses. She wanta a job where she can worK outside. She
spent last summer on a road construction crew. But now she
wants something more related to science.
rew boss and finds out she's a
careful, hard worker. The boss _also says, "She's bright
and learns fast. She was great ‘at’ show1ng new people how
to do a job." T

' Eric calls-Hope's road

.
- A

Eric interviews séveral other people.’ He’decides,that.
Stan is the best pgrson for the secretarial job.. He also
hires Hope as his spray rig operator. He thinks she has
potent1a10to supervzse other rig, operators if the Service’
expands.

N . ‘

1

In ‘addition to_the secretary,'ijjpeads

He. gets several .

-~
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. ] ’ Being in Charge ) , .

ot

-
- : . .

-
~

’ Being in charge mearis thaf_you are the boss. You make the decisions
about how to run your setv;ce. Some of your most.important dec131ons N ~ ) .
will be about hiring. YOu will want to hire the best people you can for

"~ * every job in your service._ You w1ll want to make sure they have the

tragpfng required for those Jobs. Read on to learn more about the k1nds

of decisions you will make when you hire and train your employees. o >
- + . B 4 ‘-s"
:'\ - - - .
. »,
Hiring ¢
) , . r - . .

v a
Your first dec1s1ons are what jobs you need filled and how many

people yau need for each Job. Like Eric, you will probably need a spray

0o rig operator. You will probably also want someone with good sfcretarial . ’
;. and phohe'skills to'help you with office work._.The,exact'numhet of
people you need for each job will depend on the size of your service: -

Ay
e
.
L

- Next, you must decide where to look for people to hire. Eric decides .

v A oawg

-

‘ to run newspaper ads. His ads tell exactly what k1n§%'of people he .

needs. You can see that Eric gets a lot of information Lnto two short

4,

T ads. That's because he's already decided’ exactly what "he wants in his

staff. So h13~ads are.clear and direct g .

. *
> . .
- — L 4 . -
N . . . ’ -
.

L ' You can also contact employment agencies for people to hite[ Make

w

; ‘sure you explain exactly what kinds of people you want. That will help R |
%{ . them refer only well—qﬁalified‘people to you. - ‘ . |
feox S . “ . . . -
F - . . . - g R

) . o’

Colleges and other schools usually keep lists of the1r gtaduates who ! < ' i
want work. Many community-colleges now offer courses related to pest o .
control. These colleges can be an. excellent source of staff ‘for your - S

S . > 32 - :
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‘ "~ service. ‘S'tuc@r;ts who have taken pest control courses will already have

-some,basi‘c knowledge related to your service. B ‘o

.
¢ -
. ) N . t.. R

Check peopl‘e!s references before you hire them. From the pool of : ‘

people you interview, you-can hire full-time or part time staff, depend-

'ing on your needs. . N ) . . )
& . ‘ .

2 ° 4

_— . v - »

‘Matching People and Tasks - ‘ ' '. ~e /
. . T i ) . % <t

"You wiLl want to be sgure all your employees know exactly what their
n?of all their

. jobs are. Give your employees written job descriptio

v tasks. ' . /

5

. ' Since Eric s ads clearly describe what he wants, job'hunters can tell
if they are qualified. They can tell if they match the job requirements.

: Eric wants to hire people whose skills match hie job needs. You will want .
“c

: Ly
‘ to do the same. . : . . -

‘Eric decides that Stan and Hope match the requirements for two of his
jobs. He i}.,also planning for the future when he hires them. Since Stan

Il

studied book}eeping, he may be able to take.over that work. ' Then’ Eric

can spend more time on other things, -guch as trying to get more customers.

} »

L Eric also thinks that Hope may be able to supervise other rig oper-
ators someday. That would relieve Eric of the supervising responsibility.

5 ~—He could’ spend more time on ways to expand his service. You will want to

%,

match your employees with tasks they like and do well. To plan for the
future, you will also want to hire people who ghow potential to take on:

R e

v more responsibility. B
p - 3
~ N ) . (

) » . e . ' ) )

o Training . )
s ' . o ' . .
§ \ VRS L ,

. . If you hire g secretary, Yyou will want to train that person to help
2 ’ i : L ! = e ' !
Eal " ‘run your office. Training will include how to: answer the phone; fill

T o 33




'niques,‘amounts,'and when to stop.

out -work orders} bill customers; and keep records and files. Ask your

secretary. for ideas about how to run the office well.

N
A

’
.

Training ydur spray rig operators will take more time, unltess they

‘already have pest control engrience. You will want to make sure they

understand how to spray safely.

¥
For example, if the air temperature

or wind_gets above a certain level, you should stop. Otherwise; you .

might ‘harm nearby people, animals‘ or plants.

3
-« -

¢

To offer the best service possible, all your operators must know all .

the s{Ppty standards for your service. , More and more pest control ser-
vices are using sprays that harm only the pests they are designed to

control. You will want to train yodr emplojees to use these types of

This includes knowing proper spray tech-

sprays wheneves possible.

You will also need to train your employees to

maintain the spray rigs and other eqcipment.

High-quality pest control

seryices do maintenance checks on their equipment every day. >

-~ - [ ",
He o &

Ypu may want to go alonmg with your rig opera%ors every so often.

-

: That way you can see if they need more training.

‘tions of aregs in which they want more training.

Atk them for sugges—
Your state Agrigultural

_Wello -

what is expected of them.

Commission will probably send "investigators to make sure yqur service is:
operating safely. So keep your staff's skills up to date.

S . . . v

s - ‘ . - »

Summar
Hiringuche‘beet people you can is a key parc‘of running your service
You need to know exactly what jobs you need done and what kinds of
ﬁéoﬁle you need to do them., The people you hire need to know exactly’
You will want to give your staff on—the-joﬁ

" training to make sure your service operates- safely and professionallj.

5
» o

. . ‘ 34
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Individual Activities SR
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1. Write an ad to recruit people as spray rig operators for your pest -~

we

. ) control service. Write the &d so it tells exactly whdt kinds of
B people you need. K . o * .
o B , .
2. 'Write a paragraph about the employees you need for your service. .

Include these things in the paragraph. (1) the.number of employees
you need (2) what their duties will be; and (3) what background-and
. .personal qualities you’want them to°have.

.
-

a
. .
. . . R
. \ &
L

; 3. Call one or more community qolleges in your area. Ask if the owner
éf ‘ h ’of a pest control “service could advertise for employees there. Find
%;. ; | . i,'outj'!:he procedures for using the college as a source‘of employees.
2; N 4. Call one or more pest control services. '~ Ask how many employees theY\
%“ ' have and what. their jobs are. You may.call more thHan one service. .
;g L If so, compare‘their answers fo see if their:employees' duties are
s \ the same or different. ~. - * ‘¢ - ,
o - o .
éﬂ 5. Qall one or more pe't control services. Ask what training they give
%f ’ theinJemployees.. You may call more than one servicet/,If so, compare *
5. their answers to‘see if their training is the samé or different.<
- ". \ .. .
- . v “ ‘ *
) Discussion”Questiofs . * i;? C . - S '
. A - . » . LN
. 1, Do yo£ think Eric's ads do.a goed job of tef&ing what kinds of . ) ’ '
employees he needs? Why, or why not? [~ . ~ . - ’ -




." 2. Do you think Eric made a good decision when he decided to_yire Stan
and Hope? .Why, or why not? . : . =,

~ . -~
b - - s ° *

3. Why should you give your spray rig operators on-the-job training?
. . -— Y

-
- Vooe P -

Groug;Activitx_' . L. < . ‘ \\\\A \\T)

s In-pairs, take turns role playing a hiring interview. One of you is
the owder of a pest control servtce.” The other is SOmeone dpplying for a

°

spray rig job with that service. The purpose of ‘this aetivity is for you

to practice being a pest control service owner. When you rua your own

service, you-will interview people before you hire them. This gives you

a chance to practice an interview. Lo - R
) g, §

°
»
o * ‘,' C.

When you play the owner, decide what background and personal quali-
ties you want your staff to haVe.' You must do two main things in the
interview: (1) ask:questions to find out if the applicant qualifies for
the job; and (2; tell the applicant.what the job duties will be. .

L] t : . A L

4

When you play the applicant, decide on your background and personal
qualities. Then "be" that person during the interview,‘ When the owner
describes your duties, .ask questions abou't anything you ddn't understand.

’ - - N v - .

4
o .

, . e ) A :
. Before you begin the rolé'plays, the whole class can list on the .

board these things. (l) questions the owner can ask to find out if the
, applicant qualifies for the job; (2) dutieb the “owmner can describe to the
applicant° and (3) kinds of bhckgrdund and, personal qualities applicants

M .
can have. T .o . - ’
- ' '

£ +

Thosé-lfsts can help you in your tole plays. At-the end’ of each

i3 .

interview the owner should.decide whether to hire the applicant. Talk

PR

about the reasons for your decision. L. 0

S . .
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Organizing the Work

i

Goal: To help you érganize the work of your pest control
service. . .

@ -

Objective 1: On a work order form, list what needs
to be done for one-of your customers.

. L
Objective 2: Write a work schedule for yourself or
s an employee. . N
o b
A\ ’ *
. 4 *
) ~

e
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‘EVERY DAY IS DIFFERENT M

L

- v

Y

After Eric's service gets stqrted, friends ask, "Whag's
a typical day 1fke for your service?” Eric smiles and
answers, "That's a tough question, because every day is
different. For example,.this is how yesterday began.

~ .

“My sprayers started work at 6: 00 a.m. We start early
during the summer for two reasons. " First, heat affects
‘some of our sprays. 'We hav® to stop spraying when the
temperature gets above 85 degrees. Sécond, wind above five
miles per hour can make sprays drift. Around here, the
temperature and wind both rise by midday in the summer: * So
we Lry to get our spraying done early.

"Well, yesterday, the first work order on our schedule~
was to spray some oak trees. - Fifteen minutes ‘after my crew
started spraying, the wind came up and they had ‘to stop.
It's hard to tell how-long a wind like that will keep up.
So they called me. :

"1 decided they should. .move on to the next job on our
schedule. That job didn't require spraying. If the wind
stopped after that, they could go back to the first job.

If the wind kept up, we 'd have to reschedule the oak tree
job for another day.

"I SChedule each day's work orders ahead of time, so
we're organized. Every member of my staff knows the sched-

ule for the day.. But lots of unplanned things can come up -

that make us shuffle, jobs around. Some days I spend all.my
time on the phone with my custemers and crew. Thanks to
the -wind, yesterday was one of those days!" N

b +

o
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Organizing the Work - . .
. . . 7

’

. .
. ' . N
-

-

ffic says that every day is different for his"seryice:- IE'wili be
- like that for your pest control service, too. Each day will have differ- \
ent customers and jobs to be-done. So it is important that your wor{'be‘~
. well organized. To organize the work well, you must keep track of the

work and schedule the work.

Keeping Track of the Work - Y .
~ - : Lo I }
Keep track‘ of the work to be done. This will help you schedule—your

\

‘ staff aasignments. It will also help you respond to customer work orders
- : promptly. : ' o :

' - ' ;> 4
L * ~ . r -

. In ‘a pest control service, most of your customer work orders will be

taken over the phone- So you will need some way to keep track of requests

[ " as.they come in. Yon should keep records of at least the following basic

'information:.. o I ' L

-

D

., ¢ .customer name, addresé, and pnone flumber;.. -
e date and time the customer calls;
e what the person wants done; and
3

£

vhat you do about his or her request. ° ’ ) 5

-

Y
N

" An easy way to keep track of customer requests is to keep a file on.

"y each customer. Every time that customer calls, you add the new request
L to the filea

.
-

o <

"You can check the file to see yhat services you have given the *
customer before. If customers- have questioné about what you've done for
.. them, you cen quickly look in the file to find out.
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: ‘ Scheduling the Work =~ - . .. o J , ’
§ - ‘ - Y L)
Eric is onganized- Hé schedules each day’s work ahead of. time. That
3 . way all staff members knowatheir reaponsibilities each day.' The form ' -
' Eric uses for each day 8 schedule looks*iike this. . : * s
N 1 ‘l, - ‘.&> N = 1
. a N WORK, SCHEDULE
o d Date: ' ) . Sl R T
) . \ - . ; .
N , I Y
; R .
- , * . l . )
Ao Sy - , SPRAY | .
L . - | CUSTOMER NAME AND ADDRESS | WORK TO BE DONE | TIME | . . TYPE __ JAMONT ‘
— . - ‘ . T R K » > .
0 'D P o o i & :.‘.; . ’ Q ‘ . ) ’\
H ' N c ¢ . ‘ ~ 'q. %
¢ ~’ O\ : - . A ; "' O
' . . * ¢ . . \ . .. . ‘ . :\~ s \ R ., ' N
, L He uses'.as many pages as he needs for each day. His form is simple s T
‘ ‘ - and gives him the basic information he needs for Scheduling.
0 eustomers names and addresses, ' - .
° work to- be; done for each customer; - ) i
A ] o time to start work for each customer; and ) i )
{i e the pest confrol solution and amount to use.’ : & "‘ .
? ' Eric's. stdff get‘copi%s'of the schedules so they can plan their work. . .- f\ C
’:F__ . R i N . . , L ) . . Coen ‘,:,\"}’ ] .
.- . o 2 ‘
£y ‘ Bric' 8 daily schedulés help him in other ways besides planning each g
day's work ahead of time. : \ o« ' : n .
i e Eric must submit reports to his county and state agricultural )
“ | ‘ ‘;dgghissions. The reporto must 8how what work he did and what ) !
E pesticides he used? Eric gets_this information from his daily
€ . . - ’ . . -
: . . Bchedulesogg 5 e ey - o - ;

) Hhen unplanned things happen that throw fhe schedule off, Eric -

e checks the

: If Eric needs to contact any of his staff quickly,
2 .schedule 5. seé where they are at that time. - .

‘can quickly see which customers jo call about chang;s.




gL Tl oy oy Ty . » ‘. < 7 . .
»in ~@° If staff members have problems with the schedule, tHey can-tell
&fq Erjic exactlwahich work they think.won't get dqne. Eric makes
ﬁg’ N all the final decisions, but he's always willing to discuss
%% e ‘ changes with his staff. - . : o -
P e S |
1 e Scheduling ‘the owner's work is not easy! You need to be “on top" of

b

~< - everything that your service does.

“You wili-spend time doing all of
these things: R *
° Hiting staff ’ .

o Training staff
.Organizing the work -

Supervising staff - | .
Keeping records-of work

)
,
)
o Keeping financial records
e Talking with clients . . N . .
¢ Handling staff probléms
e Meeting with other people you deal with (accountant - insurance -
i .agent, car and equipment leasgers, and others)
¢ “Dealing with emergencies S . - !

: {o B} SoIving routine. problems ' . ' 5

‘o Planning for- the future. p . e ' o,

With all. those*things to do, you can see why it is. important‘to be

-~ <

Yo, .

¢¥ou now know some of the’ things‘Eric does to keep track of’ the-work .

and schedule the work. Keep these things in mind when you organize the

zwork of your sgervice. . N P " -
! he * . ) L3 .o 3 o
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.Individual Activities
L~ %% .Y .

Use the form below for items 1 and 2.

~ -

.

WORK SCHEDULE

Date:

CUSTOMER NAME AND ADDRESS
Mrs. Cole, 12 River Dr.

Mr. Forest, L Beech Rd.

2ty

A
P N P

N

Fo

oy
¥

r,&: "

24

~ - 2
.

- ?

Mrs. Cole has askedlyOu to spray her oak Ereez against a pest. You

3

e
VA,

ey
WA

schedule the job for ‘tomorrow morning at 8:00 a.m. You will need two
gallons of Oak Spray #2‘:fFiLl in the missing informat?en on the WORK
4~ /SCHEDULE. . - - '
s : .

‘Mr. Forest also wantd’hiS’oek trees sprayed. He lives closa to Mrs._

SOOI S gd T
b e iiN s
SR R

h . ":'-*‘5&5 ‘

.

3

RRTPR
T e e,
)

—~

ot

R
x,

R

Cole. So you schedule his job for 9 :00 a.m. tomorrow. You will»need

AL i
AT
A

. one gallon~of Oak Spray #1. Fill in the missing,information on the

WORK SCHEDULE.” '~ -, ' , .

¢

Ao

.
.r M .
N ISR

Cali ;ne or moré'pest control servicés...Agk how they keep track of
the requests tq.y get’ from customers. If you call more than one
service, does each onefkeep track thd same way? If. not, what's

. different?

s .




. . . .
- . . - .
- . -
-~

4. Call one or more pest control services. Ask if they make schedules

' . ’ ',forit:he work to be done eactf day. If so, ask if they will briefly S ‘
% . tell you what the schedules show. If you caﬁiimore than one service,' . y ¢
‘ .does each one schedule its work the same way? If ndt; what's di%* -
‘ferent? ¥ ’ 3 - “: _ : ] .
, . . . . 3 : ‘ . ’
--5. "Design a form you could use to keep tracf’of phone requ:sts yoJ get’ <.

s

at your pest control serxvice. .You can use 5" x 7" file ¢ards or any

other 'form that would work for you. Remember to include the basic
information you neéed about customer requests. ; 4 \ oo
DL » S : .

1

S ‘ Discussion Questioné _ Co-

¢
S M i
s . .

I. Do you think it's importeot to keep track of the customer requests a-
— pest control service gets over the telephone? Why, or why not? If

you think it's important, what kinds of information should you keep

v
R 4

2. Do you think Eric's WORK SCHEDULE will help- him organize the work of L '
N . his service? Why, or why not? Would you change it? If'@p, how and -

= . track of for each request? ° - R

why?

3., Do"you think pest control service owners are busy people? Why, or
why not? What are some of the things they do? Would you like doing

- - those things? Why, or why not? ‘ ~

]

. .
L3 N oo - -

Group Activity‘

. . * ..
‘Look at the 1ist ofhthgngs the owner of a pest cdntrol service has to
do. The list is in §our text, right before the Symmary.for this unit.
"',Can you think of other things the owner niight - have to do? Add them to
;the'list 3 Lo . _ .
& ) :

@3;? AN .
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On the chalkboara make two columns with these headings:
. B . - ° *

L3
Y

Not Every Day

Evefy Day

1

[}

For.each thing on your 1list, dec}de whether you would have to do it

every day when you ‘run your service. Wtite it in the column where you
*w,dec;defﬁt belongs.,

’

Try- to decide how much time you think you would spend doing-each
Ehing.r For each thing in the "Every Day" column, write down how many

hours.you would spgnd on it ‘every day. For each thing in the' "Not Every

| pa{* column, write down how mahx hours you would spend on it each-:week.

«

Does it look as if you will work many hours running your pest control

service? R ;

-
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Setting Prices *
’ A

To help -you decide how to set: prices for your pest
control service. .

-
. PR

[

Objective 1: Pick the best price for one of your*

‘services.

-
< 5 s b
- 3
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ERIC SETS PRICES !
.l

One of Eric's ‘employees asks how Eric set prices for':
his .services.

» : - . 4

Y

)

Eric explains: - -

»

S

"I knew how much my former boss charged for his ser-
vices. I also called other pest control services to find

.

g _— ' out their prices.

-That gave me an idea of what average

prices are, now.

I don't want to eharge too much or too

1itt1e for our services.

b

v

»

"Right now we have no competition dn our location.

.

So

I don't have to-worry about setting my prices very low to "
attract customers. But we probably will have competition

'soon. I don’t want very high-prices that people won't like.
. ‘ © - "We h;ve'maay new trees and gardens in our location.

v . So I knew there would be high demand for oar services. I ' R

may need to buy another spray rig and hire more -staff soon.

That means my expenses for runni

the seérvice may go up

quickly.

I'd like to make enough money to coVer those

expenses without another bank loan this year. . ’ . o

L]

v

E)
.

"As you can see,, I thought #about a lot of things when I . ¢
. set our prices!”

m;«mm—;:\,"y mlés,\ 0
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L - ; Setting Prices N
How will you decide how much to charge for your service’ Here are
some things to think about when you set prices. N . &
"® What are your cost®™for supplies and workers?
. e How much demand is these for your service? |
e How much competition do you have? .
e What are your expehses to keep the service running? ’
., o How much gfofit do you want to make?
- Read on to learn more. . .
tl
A
s
- Costs for Supplies and Workers ’
. . 2
; \ > . 4 » LY ’
You will have many expenses when youdtart your gervice. Most spray’ '
: K rigs are custom made and are’ very expensive. You will also buy hoses,
;g§% . spray guns, spray materials, and protective equipment such as masks and o s v
e f . goggles. .You will probably also buy office. furniture and sppplies.
. N ‘ . - v' -
} ) o " To attract and keep excellent staff, ypu may want to offer Higﬁer /

than average salaries or”other benefits. Costs for workers include the

~ Iiability ingurance you will need.’ You already know that there afE‘manx

. _other start-up costs. . ©
> Costs for most things go up with timei .Inflation may make the costs
?ﬁ\ , for your supplies and workers go up. * But your customers won't like it if

your prices go up often. So don't set your prices too low at first:. If"

your costs go up a lot, you may have to raise your prices- soon. Your ’ :
. customers won' t like that! ' s

. , .
-
- » .
’ o i , v
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they don't want.

Competition N S ° -

L g -

¢

Demand for Services

Your customers w111 pay more for services they want than for those
_ They w111 also pay more for a serv1ce they want if it's

the only one around. So you need to decide how popular your service is.
, . . - \ ) .
For example, Eric knew there would be high demand for pest control
Many people would want their

That medns they would

services 'in the new housing developmeﬁt.
young trees and gardens protected dgainst” pests.

probably pay well for’ the service.

AN

B . N

A

Right now, Eric has no competition in his location. His pést contro¥?

service will get customers partly because it is the only one in the

neighborhooq. ,50 Re.dpesn't have to worry about competitors charging

- o .
A ¢

lower, prices. .

’

But.Eric probably will have.competition someday.

LS

If you can offer

lower prices, your customers will ‘be happy. 1If you can't offer lower

prices, you must convince customers that your service is better. Then’
they won't mind paying you more. . v, o

: . . . { ‘ ’ N
Costs and Expenses o . )

<

You also need to think about costs of spray materials and expenses to

' ‘’keep your business running, such as: ‘

office supplles, . A

rent and ut111t1es (phone, ele tr;clty, water, heat); )

salaries; - T . . .

insyrance; " - \ _ ) .

)
)

)

®° advertising;
)

e maintenance (spray,rig and other\equiphent); and .
[ )

. - . .
professional services (accountant, lawyer,/insurance agent).
A c

> .

51 48 - ’ "

-
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, Remember that you will need enough insurance to covér claims of
damage to people or property. Your salary expenses wiIl=dépend on how

S~ . gany employees you have. v

K >
.

~ . , . ' « 3
Eric may need to buy another spray rig and hire more staff soon. So

. his operating expenses.-may go up quickly. -

You will need to figure out how'high your opérgting expenses will

) be. If they are very high, you may decide’ to charge more for your ser-

vicess Or you may figure out how to cut your operatf’ing‘expenses.‘~

' Fo .
. , & ’ .
Profit ‘ . . K S
. . ‘ |
- How much money .do you want your service to make in a month or a\year?

That amount is your "profit goal.” It should be at Teast enough to cover

(o= o

¥

. your eXpenses and g§§ salariess

e
L)
-

Many small business owners give themselves only_é sﬁall salary at
‘ first: They want to be sure they have enough money to keep the business

running and to pay their staff. . A

M <

Eric's profittgoai is to make enough money to cover his expenses
" without anothier bank loan this year. How high you set your brices will
depend partly-on how qpuch profit you want to make.

R
’

. . 5
Examples = - o, Rt

¥t . *

e w e * Lo . —

~Here are examples of how some pest control services set their prices.
i . . ¥ R L. ) / ' ‘
— ’ ) 7 "
* For outdoor 'spraying of trees, some sgrvices charge a certain amount

according to éach gallon.of spray matérial used.

. 2
- 3

. . . b . '
“+  For indoor pest control, some services charge according’ to house

size. Tﬁe larger the house, the higﬁer the price.
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. Many pest control services guarantee their work for a certain period
of time. So yow may have to do some jobs over again at no charge to get J
- < \ -
rid of pests dpring the guaranteed period.
PN .
\. e °
Summary . ' .
. Vi ? .
N - / * . ) ‘ o ) '
. ;You now know things to think about when you sgt your prices. Those .
things include coBts of supplieq, and "workers, demand competition,
- - q
operating’expenses, - and profit. . ' -
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Learning Activities

. Individual Activities '
\‘ . . N <

1. Call two or moré'ihdoofﬁpest control services. Ask what they charge
for their services. Compare their prices. Are they the same? Which

. service would you choose? Why?

‘ 2. Call two or more outdoor pest control services. Ask what they

charge. Comparg their prices. : Are Ehey the same? Which service

' -

would you choose? Why? . . -

. . ~

. . e " \

3. Wing Lee runs angépdoor pest control service. She wants to expand

"her service to include outdoor pesﬁ control, too. There's a lot of

.
~ e

competition in outdoor pest control in her grea. Do yéu think Wing
should charge more, less, ot about the same as her competition? Why?

~ . -
.

" 4. Pretend that after two years, Eric has more customers than he can
serve. He decides to buy another spray rig and hire two more

s N employees. His operating expenses pave gone up a lot in two years.

EEic is thin%ing ;bout‘réising his prices a little. Do you think he

~
B

-should? Why, or why not? . .
5. Pretend you are just starting an outdoor pest coﬁtrol service. Ygﬁr
competitién charges $35 per gallon“or tree spréying. If you charge
$35 per gpflon,-yoﬁ will make 'a big profit.. But you will algso make a
profit 1f'you'charge only $30. Which price will you charge, and why?

5 . ~

.

s

Ly
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Digcussion Questions ' e =

Pl

l.c Do you think it was a good idea for Eric- to call other pest control
services to find ouf their prices? Why, or why not?

a
.

2. Pretend there afg two other pest control services in Eric 8 location,
80 he has a lot of competition. He knows their prices.' He could set
his prices lower, higher, or about the same as theirs. What. do you‘
think he will decide, apd why? "~ ‘ \ . 2

3. What do you think will be Eric's highest operating efpenses? Why?
What do you think will be his lowest operating expenses? Why?

-

- -

Group Activity . :

. . . -

Divide intg two or more groups. Each group should write down this
list of things to think about when you set prices.

- .® cost of sopplies and workers, .o .
'~ Us  demand for services;
e competition; Lol v
e operating ékpeu;eé; and ' ’ ‘ . :
. profit. ' ’ ’ b

Read the following case study. Whichsgt the five things do _you think
will be most important to Eve when she ‘sets prices? Which willvnaleast
‘important? When all groups have finished, report to each other what you
decided. Did all groups choose the same things? If not, talk about why
you decided what you did. N ’

¢
. ' ' ' .

P "PEST~AWAY, INC."

,Eve has Just started "Pest-Away, Inc.' She knows there is a
" high demand for pest cbntrol in her city. There's also a lot of
competition.r '

=~ L.




that
y

Eve plans to use mew pest control matgwials that are guaranteed

Eve hired the best staff she could-find,

- well.

o

™ h\

.
B

ndt to harm people or pets.

L , Qéd hire more staff next year.

’

expenses before taking a salary for herself this year.

Eve thinks many customers Qill'ﬁike

and she pays them
1f ‘her service does well, she plans to buy anéther spray rig

She plans to cover her operating
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Goal: ' To help you learn ways to advertise and sell your o " 7
. services. : . . .

. /Objective 1: Pick one way to advertise your pest L v ' ‘-‘ L

. control service. . . 5y
o Objective 2: Design a printed ad for your pest - N
' control service. . , T :
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. ' 'ERIC ADVERTISES - .
’ Eric knows there are many ways to advertise. He
decides to start with’a printed ad. .He can put the ad in
the Yellow. Pages and newspapers. He'can also mail the 4d
to potential customers. Thig is Eric's idea for his.first -
° ad, ’ ' .
, N N— 1
PEST EXIT, INC. -
. Keep your trees and gardens' beautiful. Protect -.
i them from pests that can destroy their health. , We
. offer: . - .
‘e tree and garden spraying; |
° free estimates; and .
. e guaranteed Tesults. - %, C .
- We are state licensed professionals. 'Call us today to
- get fast action! - “ . '
. * N ! : s ..
e P
. ?‘ 5
3
. . .
N * M N ' -
» . S . , . . o .o e cu . - o
- Pest, Exit, Inc. g'
« 42 Arbordale ; ‘
457-3862

£y

<3

»

&) )




g : . ‘ Advertising and Selling ° ‘

P
- a . - ¢

» - 4

¢ .« 0
- n
-

You will be selling seryices, not. éroducts. The pest control. ser- o
) vices you offer will protect your customers' ‘homes and yards. Some pest ' .
\ ) control/companies also serve .schools and businesses. YOur QFrvice may

.offer indoor, outdoor, both types of pest control- ) .
K . . s . 3
< ) ‘! % : . < * ) e .
. Sihce there are many types of pest control, you will want to adver- ¢
tise exactly what your-service offers. You want your advertising to
& .
T , attract customers to your service. Read on to get some ideas on how to

advertise and sell your services. =L e e

a . .

Plag Your Advertising . J *

.
~ 4

~

There'are six decisions to make when you plan your advertiaing-

1. Who is your audience? Eric aime-his advertieing' at people who R ,“
LT " want ‘to keep their treea\and_gardens healthyl . hl R
' :2.  Why are you advertising? Eric advertises to attract potential ’

I SR

customers. ) .o . . ) . -

-3+ . How will you advertise? . Eric sgtarts with a printed ad. he can oo

vc‘

.- * & use-the ad in several ways. ' . . . R :
- - 4. What will your ad say? Eric 8 ad tells what services he offers. . .
S T - It also gives the address and phone number’ so customers can con~'.
' . tact him. N c - “ ‘ o ) .
5. When wﬁll you advertise?! You will definitely want te advertise . . .
e X > sgwhen you start your servicew Also, if you change the services \ !
o : A you 6ffer, you will want to let people know. If ‘you have an ad )
L - .7 in the Yellow Pages, people can find out dbout _your service.
6. - How much will your'advertising cost? There are set.prices %or .-
] u]x : s newspaper and Yellow Pages ads. Printing costs for brochures anﬁ
. ‘ %g% fiiers varylx Costs forltelevision and- radio ads depend on how K B

i ' : %ﬁ long they are. Some ways to advertise are much more expensive' N O

: =8 v . g ‘ /
¢ . than others. . ‘ . . ‘ - . .
. ) } A4 - ~ ‘. ‘ o

P Provad by £ .

by o Ve .
{3’5&3‘5@%} S Tl P S Y c, , . » . B
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' N
Ways to Advertise . - - R
w ‘
‘ There are many ways to 'advertise your pest control service. Here are
some ideas: * . . , .
o . the Yellow Pages; _ . .
. (= s, . -~
® newspaper adsj < et e
e  radio adsj . .
° television ads; - ' v -
* -~ ' . .
® brochures you mail to potential customers, N ‘
. ) fliers you put on cars or doorknobs, and S '
., ° your company's.name on.the sprayfrigs where people will see it.

M 1

)

. ’ . < . . . ¢
Advertising in the Yellow Pages is one of the best ways. Many poten-—
tial customers will look “in the Yellow Pages when they need pest control

services.

- ‘ ) Al ) - 4
“ T - ¢ * N ! .
People™ Ads » . - "
¢ o ¢ N . ’

t
A X

. . . - v N » :
You and -your staff can do a lot personally ‘to advertise and sell your

services. Every day you will talk with customers on the phone or in \

¥

person. -You will attract and keép 'customers if they consider you well-

qualified and competent. That's one reason to hire the kest 'staff you can.

~
v . ’ -
v > P
’ N

' Some pests are harder to control than others. Your customers .wills

gpreciate it-if you give them estimates before you start work. They will

’0 ;} also appreciate ‘it if you guarantee your work and promise to redo jobs at ' N
. ; no'charge if necessary ;L' ’ . ’ ) Lo L ’
\’ ) One of the" best ways of advertising and_selling is to keep -your custo- )
Ef: -7 7 mers happy with your . service. If they are satisfied with your work they -
o . will téll their friends aboutcyou. ] .
> s, . . ) 4 . -
g v -~."r3‘. . . . v . '
; ‘\-’ ‘ . * . : R ' . —~ ' v . . :
How to Design Printed Ads T - L

s »

Printed ‘ads will ‘probably be a big part of your advertising. These e .7

include .newspaper ads, Yellow Pages ads, brochures, and fliers. Printed.@;

B ‘ ¢ 61 . . . ) -




ads should have these five parts:

~

and identification. . ' )

5

. i
Headline.

[ 3%

e

The headline of Eric S&%ﬁ is PEST EXIT INC.

headline, illustration, copy, layout,.‘

Your headline

should attract attention.~

the ade -
Illustration. Eric's tllustration of a tree will remind people of his
service. Your illustration should' do the same. // ' -
. . ) . v .
Copy. This is what Yyou write aboiut your service. t should do these*
things. ' J>
© @  Appeal to customers' needs. For example, Eri 's copy, points out

that pests can harm trees and gardens.

e Describe your services.

™ Call for customer action.
K8 .

also states that his service is state licensed.

-

-

It should make people want to read the rest of

%

Eric lists the setvyices he offers. He

¢

Eric's ad tells people to call today to

. get fast actihnf ~ .
Layout. This is the way you organize your ad on the page« Eric's ad
~ is simpléﬁghd easy to read. Ybur layout should make your ad-attractive.’
y ' °-/"/
Identification. Give the name, adaress, and phone hn;ber of yeur‘e

service so customers can contact youe

bottom of his%ad.

.

A 3

A good printed ad. gives inportant information about your_servige.

" It should be simple and truthfu;

attractive.

Summarz .

! L

Eric's identificatien is at.tshe

-—

Use: your imagination to make your ads

H
.

VA

(

-

. > ’ M‘
You' now know ways ‘to advertise and sell your pest control services.

r
You can decide which ways you yill use. You also know about4the‘five
parts of printed ads. :
. ' - ’ - ) B =4 * i
.+ - » - 62 :-.)8 ’ A
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Learning'Activities

. »

P

.Individual Activities

Look up two or more pest control services in the Yellow Pages. Call-

them and ask what ways they advertise in addition to the Yellow

Pages. Ask why they picked those ways. ‘
-y .

)

Pick two'or more ways to advertise. For example, you might pick the
Yellow Pages, newspaper ads, radio, and fliers. Find~out the costs
for each. 1If you can, figure out how much #t would cost you per {

month to advertise your services—each way.
. t. .

Look at two or more pest control service ads in the Yellow Pages or
b

newspaper. Do they each have a headline, illustration, copy, 1 at,
and identification? Which ads do you think are best, and why? Can

you think of ways to make.them better? . If so, how? /
. . . IS

"Pretend that™ your indoor pest control service is going well. You
décide to expand and offer outdoor pest control too. Ho;QWill you
advertise this change? Write a paragraph about how you will adver-
'tise, and why you picked the way(s) you did. “

¢ r
. N ) . \
.

Design;a,printed ad for your pest control service. Include a'head~

‘1line, illustration, copy, layout, and identification. Use your

Iy

imagination! '
‘

Discussion'Queétions '
. - g

B N

. 1. Do you think Eric's ad will attract customers? Why, or why not?

¢
-~




'2.' What other ways of adyvertising do you think Eric will decide to use,

and why? *° ‘ L e

~
. o ¥ .
. . 4 ‘ Pl

-

- 3. eéretend you are'running }our pest control senvice_now. Think'ahout
all the'ways of adVertising. Which ways do you think -would take'theh
: '_—“most time for you to do? Why? Which ways would take the most:money?
" Which ways would reach the most customers’ Why? Which ways ‘would

you decide top use, and’why’ c o~

>

Group Activity - S

N

© Bring.'to class as many different pest control service printed ads as |
you can find. Divide into small groups so that each group has at lgast ) ‘<,

“one ad. ' ' %

: \ L .,' ' ~ : .§

w |

Each group will .decide if its ad- has these five parts. headline, |
illustration, .copy, layout, ’and identification. If’ parts are missing, -

’ _what arg they? Can your group think of ways to impzrove {ts ad? \ . ‘
. . “ =

When all groups have finished, take turns showing ,your. ads to,each
",other.. Each group will point out its ad 8" parts. The group will talk -

abaut any.ways.to improve the ad. The other groups can make suggestions,-

. too. ‘ T ' N oo (. s
» ! o B . . .
- ) 1 -
R & ~ N . i .
. When all groups- have reported decide which ads you think are bs

. anrl uhu ; =~ ., . " . - Y. X ¢

. . . L4 + : . ) - . s v . .
) e - & - N N

&% . ‘e ot , . ’

. . |
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", ' Keeping Financial Records
. “ M & A
M ° i
» Gpal:' To help you learn how tokeep financial records for 4
. . = your pest control service. . ~ ~
- . . * -
Al N -
- .
. ' . S Objective 1: Fill out a customer billing form for
. . services you do for a customer.
" Il R A R
, . Objective 2: Fill out a daily cash-sheet for money
- you receive and pay out in one day.
: :I . P . —~ » I'
i . ‘ L) ‘e
® : .
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o \ ERIC WORKS ON FINANCES

_ task.

._examines, the daily cash sheet. , Y

.also help him do his service's tgx forms. :

» e
)

Eric spends- some time every day working on his ser-_
vice's finances. He decided to keep all the financial
records himself at the start. That quickly became a~huge
Eric soon turned most of the daily recordkeeping -
over to“his secretary,”Stan. But Eric still carefully

A .

Every day Stan records customér orders and payments.'
He also pays bills that are due. Stan asks Eric's advice
on any problems-that come ups Today, Stan is showing Eric

payments they got and bills they paid: ) o w

3

"Today we“got payments-from these customers:
- . . . < A

Mrs.,Abernathy -
Mr.- Carver

Ms. Herrerra
Mr. Trip

Thgt's,é,potal of $44

.

\Equipmént maintenance “$100 - ;

- Office supplies $ 20 P A
Newspaper ad $100.

s v ¢ .,

$ 85

$110 - s B
$ 50 ‘
$200. - _

\

5. We paid these bills: -

Tomorrow, I'll'dblfhe week’s péyroll checks.”

Eric keeps copies of every bill and payment.
he knows the date of -each.
answer customers'‘duestions about their bills.

Keeping records helps him
‘The records

\
3

That way -

oy
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Keeping Financial Records ‘- S .
-~ ¥
i ‘ * 13
i ’ "» . ° - .'

. . . ° < -
[ : T . ‘

When you run your pest control sérvice, you will need.to keep tradck

That includes income and expenses. Financial records help

you to: i . ' f
o see how your service is doing; ) - ' T
¢ nmake business decisions, and T
e fill out’ income tax forms and other government reports. )
An accountant can give you advice about\your financial records. You may
want to hire a bookkeeper or train a staff member to help you keep ﬂ
records. ‘ . T ‘ — .
; ] - ) .
What record§‘will you need? ' You will need a way to.bill customers
for your servites. Yo will alko need -tokeep track of money you receive L
and money you pay out each day+ Read on 'to learn more. _"‘ ‘
Customer Billing Form v. o ] f e 5 )
Decide how often_to bill your customers. Erio»prepares an ihyoiee~
for each job as soon as it is 'done. Then he mails' a conplete bill to his
customers once a‘monthf The customer billing foim he uses<is shown‘on‘% : -0 :; .
sthe ne;t’page} - - . . - .’.. ! e .
- | ) 1 - ‘ ‘ . | }‘
- . " ) . . .-"ﬁ,\ ~ ] * . }
hid » Y K]
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PEST EXIT; INC. .
CUSTOMER BILLING FORM
os N ' i (v}
Customer: Mrs. Romero °
. Payment Dué Date: 5/15
Date | Dates of Servicé Amount | Payment BaTance .
Chafged | keceived
4115 - - 4/1-4/15 $35 $35 -
4/30 4/16-4/30 $50 . - $50 .
. .

)

3

A}

You can see on the f T that on April 15 Eric charged Mrs. Romero
$35 for seryices during April 1-15. Mrs. Romero ‘paid that. On April *30,
She hasn't paid

Eric charged her: $50 for services during April 16-30.

that yet,. so she owes a balance of $50.

/‘

r

Er}c attaches the following form to show Mrs. Romero exactly what

gervices were-povided:

' < SERVICES"PROVIDED )
Date 8ervices Amount Charged ¥] . °
. .| 4/7 < | “spray tomato plants $35
t ' N \ - 2
3 . , . A
4 &4/18- Spray oak trees . $50

N

9

The form shows customers the.dates and amounts charged for the

services.

69
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Eric's forms can give you ideas for what you will decide to use in

your pest control service.
5]

on what your service is like. o

,,’ »

Daily Cash Sheet ¢

-

Eric uses the fol%owing daily cash sheet to keep track of money he

receives and pays out eaéh day.

~ what iSG decide-will work best for your service. R

. ‘. N
L}
N -
~
-

The exact forms you decide to use will de;jﬂg

- Your daily cash sheet will depend on

- .
‘ DAILY CASH SHEET T o
‘ April 12
e : Cash Receipts Cash Peymente
"Cash Sales ) o $575 Saiaries $800 o
* Credit Accounts - . Building Expended -
Equipment’ & Furniture .
L Supplies 100
‘ Advertising ' __;; . ;-
] X . Other . . .
'TOTAL CASH RECEIRTS $575 £ TOTAL ’CA‘SH‘ PAYMENTS  ~ $900° [

1,.\, |

A

]

- - - - - T

You -can see that on April 12, Eric received $575 in -customer pay-

- ments.

»

He also paid out.a total of $900.

\

>

Y

’

Eric summarizes his daily cash sheets at the emd of each month. At

This gives‘ﬁim a

i
“the end of the year he summarizes the monthly reports.

yearly report 'on his overall profit and loss. You will learﬁimore abourﬁ

this 1n ‘the next unit. ° .
. - :
- = % ) ’
Vs ) . , ‘)‘ -~ .
' - 5 s , ., ' \ O . N
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: . Summary ; ‘ S : \ .
- —_ ' P o
You have seen a sample cust:omer billing form and a daily cash sheet.
™ - Forms like these can help you keep financial records'you need fOr your i
-pest control service.  [The exact f\)rms you decide to use will degend on *
. .
what your service is like. ’ . '
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Ind‘ividual ActiviEies - .
; . . . .
l. Fill out Efc's DAILY CASH SHEET for the day described in the case s
study for this. unit. ) Lt ¥
-, N
\ N — : .
. . DAILY CASH/SHEET .- )
- April 11 T * .
Cash Receipts i Cash Payments .
e - LN _ .
h Sal . ‘ « Salaries ~ .
| Cash Sales . alaries . | .
Credit Accounts . Building Expenses C B
: S * Equipment & Furniture . e ' ‘
- i ) 5
- . o ‘ Supplies — 7 >
. « N Ad:/r?tising . ‘ '
\ ; A ¢ ~ » .-T— .
. ' Other LT . . 2
¥ , . . . i \‘
TOTAL CASH RECEIPTS " .~ TOTAL CASH PAYMENTS - . .
. , r * Y A S
o 1 v " i ¥
o = ! P - ’ / ' M ‘
se— - R I T e -"“?3““:; I al
2.': On May 15 Eric charged Mr.- Lee $45 for services during May/ ~15. on 7 '
May 31, he charged Mr. Lee. $90 for services during May 16—31. Eric..
hasn t received any- payments yet from Mr. Lee. Fill out. tKe"‘*CUSIOMER -
- BILLING FORM on, the next page for M’r. Lee's account. Payme.nt is due T
. June 15. . . L - "
. : . - : PN
. » H . i .
N - 1 .1 v
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‘ . - - PEST EXIT, INC. .
- C . CUSTOMER BILLING FORM: N )
va ’ ﬁ.' . . 4, T i
L . |Gustomer: .
. ‘ R Payment Due Date:
’ .
4 . - * . ‘; ¢
. ! Date Dates of Service Amount Payment Balapce
. v
‘ ‘ Chargdd Received . '
. . X js ‘
C X .
s ' ; - V7 o

’
- -

sheets of money received an& paid. out.

a

3. Call two or more pest_control services.

copies’ of their forms.

<

4. Call two or more pest control ser%ices. Ask 1if they. keep daily cash

and get coples if posgsible.
b -

- -

customers, and what kind of billing forms they use.
Compare the forms to each other and to Eric s.

-

. ]

Ask -how how often they bill

If possible, get

.

- .

Ask what the forms are like,

Compare"” them to each other and to Erices._

a

5. Design a customer billing form or a %§ily ‘cash sheet for your. own f )
\
“ pest control service. Fill in® some mpIe information to show how it
” . . & t LI ’ ©
” —— -wiltlzworks—— T : o e g -
. . B e I 4
t 5 . d " - , . v - - - LR
‘ ® : o ~ y’ ‘_ « Wt )
. T ' : ' ; MENY 2 R :
- *Discussion Questions Pee , an . . L (R
. : . ' ' o
~ o ~ ’ - ) // ’ ) ’J“
1. hink Eric decided to keep all the financidl records <,
“ . ?" Do you think that was a good aeciSion? Why, or
.« * . ] > s Q.“Q 9, 4 '
. . ’ / o .
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2. Do you think Eric's forms will help him do' a good "job._keeping track’

‘of finances?

forms? - - - '

N ' . h

Why, or why not? Can you think:.of ways to. improve his

o7 ‘ . ‘ . ’ . -
3. 'What'dther kinds of financial records does a pest control service -
owner probably <keep, and why? -

v

-~ N L. < ’”

Group Activity . N - o .

v ¢

.Y I
i i (\ "o " .
- !
<

Divide into small grb&ps.

Each group should decide the type of

pest

control service Tevwill run. Try to have the groups'pidk different

types. For EXampleJ . o ’ (

&

Group” 1 = Indoor pest control

. Group.214 Outdoor pest control : .

S -

Group 3 - Indoor/outdoor pé.! tontrol for homes only

¢

Group 4 = Indoor/outdoor pest control for homes and businesses

Each group’ should decide exactly what Services it ¢ffers. For egample,

Group 1 might decide it will offer to do termite inspections when homes
are sold, plus basic pest control. Then decide«hﬂﬁfmﬁch you will charge

for gach servicek : : T - . B

s -

L
«

Now design a customer billing\form and a daily cash sheet for your

servﬁce.

N B N
When all groups have finished,
other groups.

use them.

Say why you designed them the way you did.

Fi11 in some sample information to show how to use your forms.

3
Y . \( R

take'turns shoﬁing your forms to the
Show how tb

~

- . ~,

L
-
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UNIT 9

2

(RSN

Keeping-Your Pest Control Service Successful

3
. .
.

To help you lea’rn how to stay successful.

‘

Objective 1: Figure out the net profit (before
taxes), profit ratio, and expense ratio for a pest °
. cqntrol service.

Objective 2: State ond way to increase profits.

-

Objective 3: State one way-to change your pest
control service to increase sales.

&
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o A WILL ERIC STAY SUCCESSFUL?
w !
§ After two years, Eric is still in business.. Pest Exit,

Inc. .has a reputatlon for d01ng high-quality work The
.. numbér of customers is growing.

Lately some of Eric's customers have been bothered by
ants in their homes. Eric now plans to expand his serv1ce
to include indoor pest control. To handle all the work, he
needs to hire more employees. So his salafy and insurance
expenses will .go wup. <

¢

-

He also needs to buy another spray rig. He may need a
bank loan to help buy it. Eric is a.little worried about
his finances. "It's great that I'm getting more customers
all the time," he thinks. "But my expenses are going up-a’
lot, I don' t want expenses to increase faster than profits.
I may need to ra1se my ﬁrlces. After all, I haven t raised
them in two years . :

T . .
] Eric gxamines his finég;ial records for the last two
years. Income and expenses were as follows: )

Year 1 Year 2

Income ; o -
Customer payments . $100,000 $110,000
Costs of Goods Sold ~__ 38,000 42,000
Gross Profit & . $ 62,000 $ 68,000
Expenses - ’ . L .

* Salaries ~ $ 25,000 $ 29,000
Bu11d1ng Expenses 6,500 7,000
Supplies™ ' 2,000 3,000
Advertising : 3,000 3,500
Qther (insurance, repairs \ 7,500 - 8,000

and depreciation, etc.) 9
TOTAL ' < $ 44,000 $ 50,500

Eric decldes he does have a problem. Even though cus-
- tomer payments have increased, expenses have increased -
more. Profits have decreased.’ Eri ; .decides to make some
changes to try to increase his profit..

Ll

1




R ’ Keeping Your Pest Control Service Successful

Every small businessperson wants to be successful. How can you keep

~

your pest control service successful? Here are several important -ways:

) make sure you have enough cash
‘@ keep your profits up and costs ‘down; andqy

e make changes in your service when hecessary.

In the last unit you learned how to keep track of your flnaﬁbe;T’\

That will help you make sure you have enough cash,

- .
t - -

D i . .

., In this unit you will learn-how to:

-

e Lkeep track, of your profits and increase them; and

e change your service to increase sales. . %

®

Keep Track of Profits . -

.

@ - .
To keep track of profits, you must keep records of your income and

.

v

expenses each year. ) -

. Profit/loss statement. Eric' summarizes his yearly income and expenses

on a'profit/loss statement, as shown on the next page. Cost of goods sold

- réfers to the cost of the spraying materials he uses every year.

-

Gross

profit equals income minus cost of goods sold. ﬁxgenses refér to the .

.

other costs of keeping his- business running.

.- : -

.




TWO-YEAR PROFIT/LOSS STATEMENT ' y|

Year 1 Year 2

Income

M
El s N -

Customer Payments 100% 100%
Cost of Goods Sold .

Gross Profit . .

Expenses .

Salaries ., .

Building Expenses” B

Supplies ‘ ) .

Advertising‘;
Other. . ] .
TOTAL ' - .

Net Profit (before €axes)

e ,v_;_“‘ﬁ o _ e 79,73;’ _ Lo e

»

To find his net profit he subtracts total expenses from groés profit,

» . . ’ o '
You can see that the proﬁgi‘}oss statement shows 100% next to total '

income. The blank space in the percentage column next to total expenses

is for thé expense ratio. Fhe blank space‘in the percentage column nexft
to net profit is for the profit ratio. The ratios can help you compare

your expenses and proff%s from year to year. -

' d
- ‘ -
Pretend these are the totals for your service one year:

total income = $100,000; .
cost of goods sold = $30,000;
total expenses = $50,000;

net profit = $20,000.

This ,is how you would compute your expense and profit ratios:

.

~

‘a

Expenses _ _$50,000 _ 50% ’

Income . $100,000

Net Profit _ _$20,000 _ 2d%
Income $100,000

Expense Réxio =

Profit Ratio =

x
-

¥ . ~ ‘ , ’

o~
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-

You can compare tho#e ratios to the ratios for other years. A year when

your profit dollars and profit ratio are higher is a better year.

AN

Improving profits. If you think your profits dre too low, you will
try to increase them. Three wéys to increase ﬁ(gfitg,are to increase

sales, raise prices, and reduce expenses.

N4 { ) '

-

/Raising prices is simple. But you must be 'sure you won't lose cus-

tomers because of it.
X .
PR . ’ ] ' .

Reducing exbenses is not always ‘easy. You need to look carefully at

[]
P

all your expenses and decide where you can save.

To 'increase sales, you probably will need to cWamge your service in

~ some way. Read on to learn m¥te. .

Change Your Business to Increase Sales,

3 \
. .
*

If you want to.,increase sales to ralse ‘profits, you can:

Q,;,mer0vevthe qua11ty*of your service; and

/'\

Y

4

e change ,the:services you offer.
You may decide to do one or both of these things. First, you must -

figure out what will help increage sales. Talk to yours customers and

staff. -Look at any-changes in your community and competition. Study new

business trends.

v

-

Eric decides to make changes to try to incréase his ‘profit. ‘He may

raise his prices for the first time in two years. Customers are pteased

‘with the quality of his service so he doesn’'t need to improve that. He

may change the services he offers by addlng 1ndqor pest contro¥. If he

adds services, he hopes they will help increase sales.

.




.$"I" _ Summary - ) ! ‘

A profit/loss statement keeps track of your yearly income, expenses,
and net profit. Compare the statements from year to year to see how your

N service is doing. The expense and profit ratios can help you compare
years. )

To increase profits, you must increase sales, raise pricgs, or

. . reduce eipenses. To increase sales, improve your quality or change your

services. . :

~— .

Y

oy




. Learning Activities

. 1

Individual Activities

. -
v

.

.Use,Eric's case study to do the following. Write your answers on the
two-year profit/loss statement in the unit or use another piece of paper.
A

1. Fill in income, cost of goods sold, gross profit, and expenses

“for both ygars. .
X 2. Comput net profit for both years: .
p 3. Compute expense ratios for-both years.
’ 0 4. Compute profit ratios for both years. - *
L 5. Which year was a better one for Eric? °
Foe |
Discussion Questions ‘ -
. ¢ . . - § . o {
] . - 3 * a7t . . 4
- 1. "Eric's 'service made money both years. So why is he 2orr1ed about

profits? If you wete Eric, would you be worried? 8hi> or why not?
) A%

2. What do you think Eric will do to-try to increase’profits? Why? Do

- you think his profits will increase? Why, or why not? .

3. ‘List all the reasons }bu can think of.why sales of a pest control
s . v T e .

) - service might decling. . N . ' .
. . B Pand : A N .
/ ’ k . ~
. < *
;» Group Activity .

y :3‘ " Here are new facts about Eric's service j?jits third year: Read them
and plan how Eric can incxease his profits. /1f you do this in small

groups, take turns reporting your plans when they're done.

~

s ’ ’ , . 82 . . . ;

o . ‘ .
e e (R : ‘ , P .
I R G R L ' .
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' ) ’ B

“ ~ . 1. People in other neighborhoods have heard about Eric's service
s from their friends. Eric is'épnsidering changing his location to

serve a larger area. .

’ ’

4 <

2. Sevyeral tustomers have asked Eric to. inspect theifr homes for ter-

r~— . mites and other pests once a year. Eric-is .considering advertis-—
ing "yearly home check-up” asa new'setrvice.
+ - - . °
) * g -
- o ﬁ’ e
3. Another pest contrel service is tryi to attragt. customers in
. . ng -
. Eric's location. y
. .
. ’ * ‘
- “~ * R .
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You've seén how'Eric starts his pest control service. .It
takes a lot of plsnning to get pff to a good stamt. BEric 1eoks
at his competition and customers. He plans hew to make his
service "stand out” from its competition. He finds out about
. legal requirements for running it. éZ picks a location and
_applies for a loan to' get started. '

M @

Eric hires the best people he can. He knows his staff will .
be a Key part of making his service a success. He also sets

prices and plans how to advertise. |

. . o
R .

Eric knows it is fmportant to keep financial records. 'He P
reviews his financial records darefully to see if his service °
is staying successful. . He know how to compare finances from ’

. i a8 r"
year to year. He also knows-ways to increase‘profits if he vt

needs to. . : o 4

To own and operate a successful pest control service, you L.

.

need several things. You need training in pest controly work
experience, and the special ‘business management skills we haye -
covered in this module. If you have not had a course in pest
control, you should.take'one before deciding. to own a pest con- 1, -

"trol service. - You can learn business management skills through '
1.

busineséiclasses or experience- Another® way to learn is by = N

using the advice and example of an expert. ~, . - s e
; - , 3
You may not make a 1ot of monsy by owning a pest control

service. ' However, you would have the parsonal satisfactionapf
” : .\
> =
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being responsible for your bus{neé;:%pg making your own deéi--
sions. Think about how important these things afp to you in’

congidering whether you éhpuld start your own pést controd

service.
» ’
-
.
-
-
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4 FullToxt Provided by ERIC.

T -
AT T e
Ry ey T Vi

' LI
]

1. What is one thing a pest control service does for customers?

\
.

-—

\
.

2. Which person would be better at running a pest control
e : .

°

service? .
e

Steve thinks he could make a lot of money that

way, but he doesn't know much about it.

-

b. Sharon worked for ; pest control service while

she studied business in college. -

.

3. 7 What qée two ways to make a new pest control service “stand

out” from its competition? '
ae * —
b. ' . . .
d LN
- - \.
4. What are two special legal requirements for running a pest

_control service?
ae [ N N,
' b, '

[y

S Lisg three questioﬁs to ask yourself when you'fe picking a e

location for your service. ( Ll
a. | S 7. T
b. S h

6. . Which location would be best for a pest control service?
a. Top-floor of a tall officg.buiﬂding
b. ;Business aféa,with many héﬁés n?arby
dl‘ Run~down p&rt of town - ) o '

E] ~

- . "'- 874 . rote

.80 .t -

e
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7. List three things to include in a business description when
you apply for a loan. - . ‘

’ s

ae

8. Pretend your total starting expenses are $25 000. You have
310 OQO of your own, and aﬂfriend will invest $5, 000 in ’

your service. How much do you need to-borrow,from the bank? [’

. .
£
] N »* . . -

-

9. Put an 'S-next to the employee you will assign to answer ‘the )

. phone. Put an O next te the employee you will assign to : b A
operate a spray rig. - .

) . Ca. Pat likes outdoor work and has studied plants . ' -
,. and insects. - : T b / -

b. -Kim has excellent seoretarial and bookkeeping
- © skills. ' s

+
i

)

i
® . L)

10. Check the best person to hire as a spray rig. operator.

. Ken was fired from his last job because he was ™

——————
.

late for work too often. ‘
b. Max's former employer says he was a careful s

worker who always operated -equipment safely. 5 .

- «

c. Kris wants outdoor work but is allergie to some

plant pollens.

. ~

.
N N i

11. What is one kTnd .of on-the-jpb training you might give your— ..
spray rig.operators? e T . ~ .

- 3
N N - . - I

.. ) \ R n

‘ ' . . - I3 -

'12+- Which-form would you use . to list work.to be don€ for your . -
customers tomorrow? ' .t ! :

- a. Work order schedule ‘ . ) e

b« Monthly financial report ‘ ": N - N

* Supply..order form °
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+". What are the pétts of a ﬁfinted ad?

Which person's work is hardest to schedule? - ‘

’

ae .Spray %ig opeyator } .
) b. Pest control service owner

. c. Pest control service bookkeeper .

%
. Y

List two things to think about when you set prices for your
pest control service. i ‘

L ae

W . .

'
'1bo

You don't have much mogey for, advertising yeuf service.
Which way of edvertising\will you use? )

a. Radio ads for two weeks

b. \Yei}ow Pages ad - b . ;

c. Television ad for two weeks

.

a. Headline, illustration,\copy, layout, identi-

fication

"b. Illustration, léyout, iﬁdentifichtion, COpY

b

c. ' Identification, layout, copy, headline ’

. » .
Which tw; kinds of information would Brobably be on a cus-
> tomer billing form? o S v
- Payment.réceived from the customer ’
—___ .b. Balance the customer owes -
_33#_ ¢+ , Monthly rent for your office S
Which of these would be in the "Cash Receipts part,of your
daily’ casﬁ sheet? - » . ) <
a. Customer payments, ’ a o
— b Advertising costs . 1, .
— s £« Insurance costs e a
“ - M .
PR A ’
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_Carmen Corleone ruhs -& ‘pest- cqntrol service. Her end-of=
il ot

the-year records show total income of $100 ,000, cost of
'goods sold of $30,000, _and total expenses of $50,000.

Compute the follow1ng ‘ ‘) L o T
a. , Net profit = § 3o y B

b. Profit ratiov=. - 2 -

c. 'Expense; ratio = :
pl & . - v

Carmen's profits decrease the next year. List two things

she, can do to increase profits. ‘ —
L . - ’ t P
a. , . , :
, - ;
) ! . ‘ X o
(3 ¢

Carmen ddesn't want to ralse her pr1ces. What is another
- ¢

v

thing she could do to 1ncrease sales° ;
- ]
X - ] -
- \
I 3 - A
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Vocational Discipliné

Y

PROJECT PRODUCTS W

Entrepreneurship Training Components

¢
Biodule Number and Title .

General Module.l -~ Getting Down to Business: WHat's It all Abour?

‘

Agriculture Module 2 - Farm Equipment Repair @

Module 3 *~ Tree Service
Module
Module

-

Marketing and ‘ Module 7 .
‘Distriﬁgtion - Module 8 - Specialty Food Store
: Module 9
Module !0 ~ Bicycle SHore
', Module 11 - Flower and Plant §;9re

3

P Module 4 - Garden Center - -
5 =~ Fertilizer and Pesticide Servide
6

~ Dairy Farming

]
~ Apparel Store

- Travel Aggncy 5

« > Module 12 - Business and Persomal Service

Module 13 = Innkeeping

Health ; . 4  Module {4 - Nursing Service
iﬁ Module 15 - Wheelchair Transportation Service
// Module 16 - Health Spa
Busjness and Module 17 - Answering Service
Office Module 18 - Secretar}al Service
Module 19 - Bookkeeping Service
. Module 20 - Software Desigt Company
* Module 21 ~ Word Processing Service .

Occupational

Module 22 - Restautant Business
Home Economics

Module 23 - Day Care Center )
* ) Module 24 - Housecleaning Service

Module 25 - Sewing Servilce
Module 26 ~ Home Attendamg Service ‘

Technical Modlle 27 - Guard Service ’
. ( . Module 28 - Pest Control Service
. Module 29 - Energy Specialist Service

Trades and . Yldule 30 - Hair Styling Shop e

Iq§uscry -t Module 31 - Auto Repair Shop

- Module 32 - Welding Bysiness .
Module 33 - Construction Eleccﬁzcian Business
. ' Module 34 - Carpentry Business, l .
Module 35 - Blumbing Business
e Module 36 - Air Conditioning and Heating Service

. Related Resources

. .

Rtapurcé Guide of. Existing Entrepreneurship Materials
Handbook on Utilization of the Entrepreneurship Training Components




